Rough Notes Magazine Index for 1979 


ADVERTISING 
Bringing an Agency’s 
Image to Life John S. Collier & James D. Collier, Jr., May 
Putting the Focus on Radio Advertising John G. Miller, May 
Using the Theme That’s Right for Your 


Advertising Program William R. Niersbach, Jr., May ¢ 


Advertising Your Agency: 


The Professional Approach William T. Parish III, CPCU, May 
Creating a New Identity Jack M. Strate, May 3:3 
Advertising: Makes Your Agency a Brand Name..Richard E. Dickstein, August é 
Advertising Expenditures Call for Special Planning Don R. Jordan, October ¢ 


AGENCY CONSOLIDATIONS 


Agency Consolidation—Impetus for Growth Junie J. Pierce, July 26 


New Business Goals Realized Through 


Merger ... Wallace H. Russell, CPCU, CLU, July 2 


Acquisition: Success with Staff Cooperation Charles E. Gardner, CIC, July 


Agency Purchasing for Faster Volume Growth Betty Kehaya, CPIW, July < 


AGENCY MANAGEMENT 


Hire Producers With Technical Skills .............. C. Edward Gaunch, January ¢ 


Give Your Staff The Credit . . . And 
The Responsibility A. Drury Davis, Jr., January 


Knowledge: Is It Motivating Your Staff? ........ Fred W. Berger, CIC, January 32 


Communication—The Open Line In Agency 


I iso hci cate hécanndans ......-Max Zimmerman, CPCU, January 3% 


Organizing Your Time To Do Eight Hours Work In 


ive Hours .... Jean Orlosky, January 36 


New Year Presents Opportunity For Improving Agency Management .. .January 
What It Costs To Run An Insurance Agency— 
Thomas A. McCoy, January 


Your Distinctive Edge ... Jim Jensen, February 32 


Efficiency Brief—Identifying The Factors Which Slow Down 


Your Work Production .. February : 


Building A Professional Staff: 


Education And Evaluation Michael S. Bettasso, March 2 


Efficiency Briefs: Employees’ Sense of Privacy 
Can Affect Their Productivity 


The Agency Computer—Making It Work for You ...Alfred J. Haut, CLU, April 36 


Efficiency Briefs—Looking at Management 
From Different Perspectives 


Coordinating Your Agency’s Resources........... William F. Hofmann III, June 2 
Handling Large Volume with One Producer George F. Mann, July ¢ 


Efficiency Briefs: Business Letters Are Expensive, 

So Get the Most Out of Them . 
Efficiency Briefs—Business Using More Part-Timers .................... August 
Salaried Customer Service Reps Play Vital Role 


in Growth .. William K. Griffin, September ¢ 


Efficiency Briefs: Examining Another Time Saver: 


Word Processing Equipment . September 


Efficiency Briefs—Performance Survey 


Evaluates Management Effectiveness ...................200ceeeeees December 


COLLECTIONS 


Agent—Client Rapport: Your Collection Connection ...Rose L. Ostro, February 26 


Diary Collection System— 
Meeting Agency Billing Needs Dick S. Ferris, February 
Develop A Direct, Concise Approach To 


Collections Jeffery H. Lewis, February < 


Effective Collections: 


The Plan, The People, The Proper Tools..... Jack G. Barry, CPCU, February 2 


Agency's Cash Flow Management 

Deserves Careful Attention John S. Null, June 
Firm Collection Guidelines 

Increase Agency Gains.. Bill Butler, December 


COMMERCIAL LINES 


Focusing on Commercial Account Retention Edwin W. Storer, CPCU, April 
Understanding Who and What Can Help You 


Build Accounts Latimer C. Farr, April ¢ 


A Personal Approach To Developing 


Cemmenerehel BOGGS. 2. ccvacecccnscesccevosecsscoesoes James H. Paine, April ‘ 


Commercial Risks: From Client Contact to 


Product Presentation ............-.0.0040 Jerome Ferqueron, Jr., CPCU, April : 


70 


Using a Survey Approach to 

Promote Prospect Referrals Joel H. Monsma, CPCU, April 33 
Large Capacity, Engineering Help Offered by 

Company Association Kenneth G. Richardson, May 70 
The Forum—Workers Compensation Certificates Designed to 

Prevent Unexpected Charges Roy C. McCormick, June 20 
The Forum—Commercial Package Applications Require 

Careful Preparation Roy C. McCormick, July 20 
The Forum—Commercial Auto Forms Combined in 

Truckers Package Policy Roy C. McCormick, August 14 
Record Keeping System Helps Build 

PN Fr inais ckaetces: teansaceb aan eaeels Paul F. Burger, September 27 
First Step: Establish Common 

Anniversary Date William E. Beckman, September 28 
Four Phase Program Builds Lasting 

Relationships...... Frank J. Gerrato & James A. Cafarelli, CPCU, September 29 
Retail Risks Provide Substantial Opportunities ...Donald K. Chaput, September 30 
Sell Total Accounts by Using Each 

POROOT 6 GUPIIIIOE: 6 oi05esicccncevescuncenceses Burton C. Anthony, September 31 
Commercial Lines Emphasis Helps 

Conquer Competition Ford W. Heacock III, September 94 
Complete Survey Gains Confidence of 

PRO ND iis cc csoccniaxucdccreawns Herbert A. Rodrigue, September 99 
Learning Insured’s Business, 

Packaging Risk Spell Success .................... Sherrod G. McCall, October 78 
Complete Insurance Service— 

How Well Do You Perform?...................00005 E. J. McGrath, December 62 


EDITORIALS 


Thomas A. McCoy, February 7 

Thomas A. McCoy, March 6 

Thomas A. McCoy, April 6 

Agency Growth Lives On Thomas A. McCoy, May 6 
Bringing the Insurance Product to Life Thomas A. McCoy, June 6 
Speculating on the Gasoline Crisis.................0e0005 Thomas A. McCoy, July 6 
Eliminating the Time Wasters.................sseee0 Thomas A. McCoy, August 6 
Don’t Take Independence for Granted Thomas A. McCoy, September 6 
The Fundamentals of a Service Business............. Thomas A. McCoy, October 6 
Modern Offices Demonstrate Commitment Thomas A. McCoy, November 6 
A Survivor Looks to the 80s ..............seeeeees Thomas A. McCoy, December 6 


EXCESS, SURPLUS and SPECIALTY LINES 
Market Place Reports—Free Trade Zone Limits 

Commercial Insurance Regulation Wallace L. Clapp, Jr., CPCU, January % 
Market Place Reports—Historic Home Policy 

Tailored For Special Needs .......... Wallace L. Clapp, Jr., CPCU, February 2 
Specialty Market Outlook—1979 Wallace L. Clapp, Jr., CPCU, March 36 
What Are The Criteria For Selecting 

Wk TG Se BE PONS «6c sv asccnveasextcues Walter C. Corish, Jr., CPCU, March 
“Specialty Man” Not Faster Than A Speeding Bullet. . . 

But More Flexible Than Standard Insurers James K. Courtright, March 
The Specialty Market—More Than Just The Last Bullet 

In The Gun John W. Maloney, CPCU, March 
Quick Response Of E & S Brokers Provides 

Refreshing Change Thomas M. Giffen, March 
Retaining Accounts Which Are 99% “Pure” H. C. Carr, March 
Developing Contacts In 

“The Other Market” Richard L. Katten, CPCU, ARM, March 66 
Using E & S Lines To Promote 

Standard Market Relations .......... Richard Thomason, CPCU, CLU, March 
Changing Market Conditions: 

E & S Lines Can Help You Adapt Roy R. Albinson, March 
The Growing E & S Market— 

Its Progress And Potential Robert A. Baldwin III, March 
Writing “Unusual” Risks Provides Additional Income A. Q. Greer, March 
New Dimensions In The E & S Lines Market Patrick Gilmore, March 
Snapshot Of Today’s E & S Specialist William W. Weeks, March 
Guidelines For Writing E & S Business ....... Raymond S. Williams III, March 88 
Making A Case For Professional Liability Coverage Lita J. Cromer, March 92 
EDP Insurance: A Closer Look At Its Options ........... Brian Benwick, March 96 
Deal With More Than One Surplus Broker Nicholas Taube, CPCU, March 101 
Non-Standard Market: Practical & Easy To Use ..A. Carmen Marciano, March 104 
Imaginative Surplus Markets Fill 

Coverage Void Raymond R. Kravetz, March 106 
Coordinating Your Standard And 

Specialty Market Strategies Robert A. Clair, March 110 
Catastrophe Excess Liability Plan 

Available for Hospitals Wallace L. Clapp, Jr., CPCU, Apri! 20 


ROUGH NOTES 





